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A METHOD AND SYSTEM FOR MANAGEMENT OF SOFTWARE PRODUCT 
LICENCES 



Field of Invention 

The present invention relates to a method and system for management of software 
product licences. hAore particulariy. but not exclusively, the present invention relates to 
a method and system for analysing data about licensed software products to assess 
compliance. 

Baclcaround to the invept i^n 



ly^ass-marlcet software products are often licensed to the user rather than sold outright 
A licence can specify ways in which the product may be used, for how long, and other 
rights that may be available to the user - such as a right to future upgrades. Where the 
licensee is an organisation the licence may specify how many usere are allowed to use 
the software product or across how many woricstations the software product may be 
deployed. 



in the last ten years it has become difficult for IT managers of organisations to manage 
software product licence compliance issues due to the multitude and complexity of 
different licence types available firom the vendor and the varying types of licences for 
software products cumently deployed in their organisation. 

The different types of licences include volume licences - which are generally obtained 
from a reseller and are commerdai licence agreements covering a specified number of 
woricstations. servera or users; OEM licences - which come with software bundled with 
hardware obtained from a hardware supplien and FPP (Fully Packaged Pmduct) 
licences - which come with software purchased boxed with media and manuals. 
Volume licences are generally recorded on the vendor's main database, but most 
OEM and FPP licences do not have compulsory registration requirements and 
consequently Infomiatlon about such licensees are not Immediately available to the 
vendor. 



Furthemiore, there are a number of different types of volume licences. For example 
MICROSOFT™ software product volume licences include Standard licences which 
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20 
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licence the use of a specfflc version of a product and Upgrade licences which replace 
entitlement to a specific version with entitlement to a later version. Maintenance 
contracts may be purchased to provide additional upgrade rights for a fixed time 
period, typically two years. The licenses covered by the contact earn automatic 
upgrades to any new versions released during the period of cover. In addition, 
MICROSOFT™ has different types of volume agreements, known as Enterprise, Select 
and Open Agreements. The type of agreement suitable for a particular organisation 
will depend on the size of the organisation, its commitment to Microsoft product use, 
and also its ability to forecast purchase volumes. Enterprise Agreements are 
appropriate for medium to large organisations that deploy Microsoft products on each 
desktop. Select Agreements also suit medium to large oiganlsations, but allow for 
variable levels of usage witiiln that organisation. Open Agreements can be used by 
organisations of any size, but typically suit small to medium sized organisations. 

Furtfiemiore, resellers of software products require an easy-to-use system which 
provides ttiem with a way to offer customers licensing options customised to tfie 
customers' business. 

In addition, vendors, such as MICROSOFT™, lack a comprehensive system which can 
analyse sales of volume licences to particular customers integrated witii what they 
know about the customer's organisation, especially in relation to the estimated number 
of computer workstations and servers, and witfi the existence of ottier licences owned 
by tfie customer. Such analysis can be helpful in Identifying compliance issues with 
customers and identifying mariceting opportunities. 

Presentiy, vendore are either required to regulariy undertake audits of customers' 
systems to ensure compliance (report-based) or to rely on the customer to comply witti 
the licence agreement (honesty-based). The disadvantege of tiie first option is cost 
and the disadvantage of the second is. as stated. IT managers may not even be aware 
tfiat they are not in compliance witii the licence. Some reports place tiie figure of 
unlicensed software used in business at 26%. 



One known system for analysing software product licence data is a system of 
EXCEL™ spreadsheets and macros used to analyse data from the MICROSOFT™ 
35 volume licence sales database. 
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This system has a number of disadvantages. Firstly. It only covers volume licence 
sales which will give an Imperfect view of customer compliance. Secondly, it is difficult 
to Interpret and detemiine how different licence types combine to create an actual 
license ownership position. And thirdly, it has poor capacity to record and integrate 
information recovered from the customer. 

Summary of the Invention 

I 

It Is an object of the present Invention to provide a method and system for 
management of software product licences which resolve the above Issues or to at 
least provide the public witti a useful choice. 



Data Flow Method 

According to a first aspect of the invention there is provided a method of anaiysing 

software product licence data including the steps of: 
S i) receiving the data from a sales database; 

ii) collating the data into an analysis database; and 

III) displaying an analysis of the data using the analysis database. 

Preferably, the sales database is the database of a software product's vendor. The 
10 data from the sales database may Include transaction data about volume licence sales 
to customers. The data may also include pricellsts of available software products. 

In a preferred embodiment of the invention the data is received from a vendor sales 
database in a batch feed. The batch feed may occur on a monthly, bi^veekly. or 
15 weekly basis. 

Preferably, data received from the sales database is cleaned before It is collated Into 
the analysis database. Cleaning the data may include con^cBng inconsistencies in 
transaction data - such as duplicate agreements, or Inconsistencies with the existing 
20 analysis database - such as differing master agreement end-dates. If the data 

includes pricellsts then cleaning the data may include determining new products from 
the pricellst and updating the analysis database accordingly. 

Preferably, the method includes the step of interacUng with the customers of the 
25 vendor to obtain conect customer data, other licence data, and actual software 

installation data. This data may be incorporated into the analysis database. This step 
may be the method of the fifth aspect (described below). 

The data analysis may Include an assessment of licence ownership and an 
30 assessment of licence compliance. . 

Preferably, the data analysis is displayed on a GUI. 



The method may Include the step of transmitting corrected customer data to a vendor 
35 CRM datebase. 
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Method for the Graphical Display of Ownership and Compliance 



According to a second aspect of the Invention there is provided a method of displaying 
an analysis of software product licence data including the steps of: 

I) displaying an assessment of the number of computer users In an 

organisation using a firet graphical characteristic; and 
ii) displaying tiie cument number of software product licences owned by 
the organisation for products of a vendor using a second graphical 
characteristic. 

PrBferably. tiie second graphical characteristic consists of bars representing each 
product and ttie first graphical characteristic is a line, perpendicular to tfie direction of 
tfie bars, overiaid on the bars. The bars may be colour-coded to indicate tfie different 
types of licenses. Where a number of licences are owned by the organisation for one 
software product tiie bar may be coded ttie colour of ttie numerically dominant licence 
type and tiie otfier licences may be represented as smaller bare overiaid on ttiis bar. 
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Licence Ownership Position (LOP) Woricbencii 

According to a third aspect of the invention there is provided a method of displaying a 
licence ownership position for a vendor's software products for a customer including 
S the steps of: 

i) retrieving software product licensing data from a sales database; 

ii) retrieving other software product licence data from the customen 

iii) retrieving assessed use of the software products by the customer; 

iv) calculating a licence ownership position; and 

10 v) displaying the licence ownership position and assumptions about calculations 
in a GUI. 



A licence ownership position (LOP) is an assessment of the customer's licensing 
compliance amved at by talcing all available data which may include the number - or 

15 estimated number - of computer usere in the customer's organisation, the number of 
commercial licences sold to the customer, the relationship between base licenses, 
upgrade licenses, and licences accmed via maintenance contracts, other licences 
owned by the customer - for example OEM and FPP licences, and various 
assumptions, and calculating how many effective software licences the organisation 

20 has. 



The licence ownership position may be calculated by combining diflerent licence types 
and aggregating purchases totals. 

25 Preferably, the metiiod retrieves the data from the analysis database created using the 
first aspect of the invention. 



Preferably, the sales database Is the sales database of the vendor. 

The metiiod may include tiie step of calculating and displaying the risk of 
compliance. This may occur with comparison to actual installation data or 
actual/estimated computer user data. 



The licence ownership position may be recorded and may be used when later LOPs 
35 are calculated. 
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The estimated licensing position may be refined by providing more data or more 
reliable data. 




Agreement Modelling 

According to a fourth aspect of the Invention there is provided a method of detemiining 
software product licensing schemes for a customer Including the steps of: 
5 i) retrieving data from an analysis database created in the firet aspect; 

II) retrieving customer requirement data; and 

III) calculating possible licence schemes. 
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The data retrieved from the analysis database may Include current compliance or non- 
compliance with licensing schemes by the customer, and data about existing soflwarB 
product licences owned by the customer. 



The customer requirement data may include Intended deployment of software 
products over a specified time (for example the next 3 to 5 years) and "soft cost" data 
15 relating to administration costs of certain types of licensing schemes. 

The licence schemes may Include total costs, annual costs, and net-present-value 
considerations. Costs may Include intangible costs such as cost of administration, 
audits, etc. 



The method may Include the step of displaying a graphical comparison of the licence 
schemes. 

The method may select the best possible or most appropriate licensing schemes for 
25 the customer. 



o 
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Call Center Workbench 

According to a fifth aspect of the Invention there is provided a method of recording 
customer data including the steps of: 
5 i) prompting questions to ask a customer; 

ii) recording the responses given by the customer and 

iii) integrating tfie answers into the analysis database of the first aspect of the 

invention. 

10 The questions may include questions relating to software users wittiln the customer's 
organisation, general details about tiie organisation - for example organisation name, 
address, and details of subsidiaries. The questions may also include questions 
designed to assist flie capture of anecdotal infomiation about product use, user 
counts, and non-volume licence purchases. 

15 

The types of questions prompted may be detennined by the lack of certain data, the 
existence of certain data, or tfie reliability of certain data within the analysis database. 

Responses provided may automatically update tine analysis database and further 
20 questions may be based on responses previously supplied. 

The metiiod may Include tfie step of retrieving compliance/non-compliance data from 
ttie analysis database. This data may be used to direct tfie focus of ttie questions 
prompted. 



in 
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Method for Selecting a Software Product Version 



According to a sixth aspect of the invention there is provided a method for selecting a 
software product of a vendor including the sequentially occuning steps of: 

i) displaying a plurality of panes within a GUI; 

ii) selecting a product type from a list of product types under category headings 

within a first pane; 

iii) selecting a product variation from a list of product variations within a second 

pane; and 

Iv) selecting a product version from a list of product versions within a thiol pane. 

The software products may comply with l\/IICROSOFT™ labelling methodology. 

The first pane may list the vendor's most popular product types under each category. 
Preferably, the category headings under the first pane Include "Applications". 
"Servers", and "Systems". 

The method may also include the step of selecting a licence type of the software 
product within the third pane. 

The selection of a product type within the first pane may determine the product 
variations listed in the second pane. Selection of the product type may be confimied 
by actuation of a button within the first pane. 

The selection of a product variation within the second pane may detennine the product 
versions listed in the third pane. Selection of the product variation may be confimied 
by actuation of a button within the second pane. 

The method may be used to record or update actual Installation data of the software 
product in a customer's organisation. 
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Method for Linking Parent-Child Company Names 

According to a seventh aspect of the Invention there Is provided a method for linking 
two company names including the steps of: 

i) entering a first company name abbreviation in a first region; 

li) populating a first list within a second region with company names which 
correspond to the first company name abbreviation; 

iii) selecting a first company name from the list; 

iv) entering a second company name abbreviation in a third region; 

v) populating a second list within a fourth region of company names which 

correspond to the second company name abbreviation; 

vi) selecting a second company name from the second list; and 
vll) linking the first company name with the second company name. 

Preferably, the company names are linked because the first company name Is the 
parent or child of the second company name, the first company name is the former or 
present name of the second company name, or the first company name Is an 
altematlve name of the second company name. 

The first and second company name abbreviations may be a search string for a part of 
a company name. 

The first and second lists may Include the company name and its "link status" - i.e. not 
linked, a parent, a child. 
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Method for Displaying Company Name Parent-Chiid Linlcs 



According to an eighth aspect of the invention there is provided a method for 
displaying linlced company names including the steps of: 
5 i) displaying a list of one or more primary company names; 

II) displaying under each primary company name one or more secondary 

company names linked to the primary company name; and 
iii) displaying one or more graphical characteristics each representing the link 
between each secondary company name and its conesponding primary 
10 company name. 

Preferably, the company names are linlced because the primary company name is the 
parent of the secondary company name, the secondary company name is the former 
name of the primary company name, or the secondary company name is an 
15 alternative name of the primary company name. 

Preferably, the secondary company is displayed under and indented with respect to 
the primary company name. 

20 The method may include the steps of displaying one or more tertiary company names 
each linked to a secondary company name under their respective secondary company 
names and one or more graphical characteristics representing each link. 

Preferably, the graphical characteristics used to represent the link are "L-shaped" 
25 branches. 
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Systems for Implementing the Methods 

According to a ninth aspect of the invention there is provided a system for 
implementing the method of any one of the first to eighth aspects of the invention, 

5 

Software for Effecting the Methods 

According to a further aspect of the invention there is provided software for effecting 
any one of the preceding methods. 
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Brief Description of the Drawings 

Tlie invention will now be described by way of example with reference to the 
accompanying drawings in which: 

5 

Figure 1 : shows a flow diagram illustrating a preferred embodiment of the method 
of the first aspect. 

Figure 2: shows a screenshot illustrating the analysis tools available. 

10 

Figure 3: shows a screenshot illustrating an overview of an organisation's licence 
compliance. 

Figure 4: shows a screenshot illustrating a summary of licence ownership and 
15 compliance. 

Figures 5, 6, 8, and 10: show screenshots illustrating different ways of viewing data 
stored in the analysis database. 

20 Figures 7 and 9: show screenshots illustrating a process for selecting a software 
product version and licence type. 

Figures 1 1 to 13: show screenshots illustrating a method of prompting questions to be 
asked of a software product licence customer. 

25 

Rgures 14 to 17: show screenshots illustrating a method of displaying and specilying 
links between different company names. 

Rgures 18 to 21: show spreadsheets illustrating the various aspects of agreement 
30 modelling. 

Rgure 22: shows a flow diagram illustrating a preferred embodiment of ihe method 
of the third aspect. 

35 Detailed Description of Preferred Embodiments 



IS 
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The present invention relates to a method and system for managing software product 
licences. 

Data Flow Method 

5 

Referring to Rgure 1 , a preferred embodiment of the first aspect of the Invention will 
be described. 

The central MICROSOFT™ Sales Database provides a monthly batch feed of 
10 transaction data. It will be appreciated that the feed may be provided bi-weekly, 
weekly, or In any time period. The MS Sales Database typically records volume 
licence transactions recorded by MICROSOFT™ when it sells the licence or 
transmitted to MICROSOFT™ by a reseller when it sells the licence. 

15 It will be appreciated that the sales database of any software product vendor may be 
used. 

The data is scrubbed (cleaned) by a series of processes. Some or all of these 
processes may be automated. These processes can include correcting inconsistencies 
20 in transaction data - such as duplicate agreements, or inconsistencies with the 

existing analysis database - such as difFering master agreement end-dates. The result 
of these processes is Clean Transaction Data which is provided to update the analysis 
database represented by a series of tables - customer data, agreement data, 
transaction data, reseller data. 

25 

The MICROSOFT™ Sales Database also provides a monthly pricelist of cunnent 
software products. This may include licence information. This pricelist is scrubbed by a 
series of processes, of which some or all may be automated. The result of the 
scrubbing process is a list of new products or changes to existing products. This 
30 information is consolidated into the product data table which also forms part of the 
analysis database. 

interaction with the customer can occur. This interaction can be directed by the call 
center workbench (see the call center workbench section). This Interaction may 
35 provide the following results: 
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• It may be revealed that the customer is associated with another company name 
in the analysis database. This association can be a parent-subsidiary 
relationship with the other company or it may be that other company name is a 
former name, other name, or erroneous recordal of the customer*s actual 

5 name. In any case this association can have ramifications in relation to licence 

data recorded against it. The associations may be recorded using the parent- 
child linlcs method (see the method for linking parent-child connpany names 
section). 

• It may be revealed that customer has acquired other licences such as OEM 
10 licences or FPP (Fully Packaged Product) licences which may not be initially 

recorded in the analysis database. The customer may also have acquired 
volume licences by acquisition of another company, (see the method for 
entering other licence data section for the way in which this other licence 
data may be recorded or changed). 

15 • Information about how many and the type of software products actually 

installed in customer's organisation may be revealed by this Interaction. (See 
the method for entering actual installation data section for details on how 
this data may be recorded or changed) This actual installation data may be 
used to establish a risk of non-compliance (see the licence ownership 

20 position (LOP) woricbench section). 

In this example the ownership of licences is assessed. Conclusions reached from this 
assessment are stored in the ownership table which is part of the analysis database. 
This assessment is called the licence ownership position (see the licence ownership 
25 position (LOP) workbench section for details of its calculation). 

In this example the compliance of licences is assessed. Data is retrieved from the 
ownership table representing the licence ownership position. This is compared with 
data from the installation data table which represents how the software products are 
30 actually deployed. The result of this assessment can be the risk of non-compliance. 
This risk could include the monetary cost of compliance. 

In this example customer data retrieved from the customer during interaction may be 
fed back to the vendor's customer relations management (CRM) database. 

35 

Analyses (Menu 
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Figure 2 shows a number of difierent analyses that may be undertaken In relation to 
the analysis datebase. 

5 Method for the Graphical Display of Ownership and Compliance 

Figure 3 shows how data about assessed ownership for a particular customer may be 
displayed. 

• 10 The Key Total Comparison Chart within Figure 3 shows a method of displaying 
assessed ownership and approximated instillation data to allow for an easy 
assessment of compliance. 

The approximated installation data, In this example, Is the estimate (or actual) number 
15 of seats in the organisation. This is represented by the green horizontal line 1 , It will be 
appreciated that a similar graphical characteristic may be used. 

The assessed ownership is shown as bars representing the estimated (or actual) 
licences, for a number of popular software products, owned by the customer. In this 
20 example this includes the following MICROSOFT™ products: OFFICE™, WINDOWS 
NT/WINDOWS 2000™, EXCHANGE SERVER™, SQL SERVER™. PROJECT™, and 
VISIO™. In this example the following MICROSOFT™ licences are shown: Standard 
Ucence (red) 2, Maintenance Licence (dark red) 3, and Enterprise Licence (green) 4. 

25 In this example each bar is divided into three thin bars, each smaller bar represents 
one of the three licences owned by the customer for that software product. The 
OFFICE™ bar contains a thin red bar 5 of height 100. a thin daric red bar 6 of height 
50, and a thin green bar 7 of height zero. The thin bar which Is dominant In height 
detemnines the colour and height of the thicker bar which sits behind all three thin 

30 bars. In this example, the thin red bar 5 dominates in height and therefore the thicker 
bar 8 is all red and has a height of 100. 

Display of Licence Ownership and Compliance Table 

35 Figure 4 shows a table displaying licence ownership and compliance data. The table 
includes an assessment about the cost required to bring the organisation into 
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compliance. 

The Total MS Sales column is computed from the sum of all volume licences owned 
by the customer for each product vereion. 

5 

The Total Owned column is computed from the sum of the Total MS Sales column and 
other licences owned by the customer (i.e. OEM and FPP licences). 

The Compliance Status column shows the difference between the Total Owned 
10 licences column and the Total Installed licences column (which is created fiom 
Infomnation recovered fiiom the customer). 

A graphical compliance display showing compliance/non-compliance is shown in this 
example. 

15 

A final column. Estimated Cost shows the estimated cost to comply with the licence 
requirements which is calculated by multiplying the Compliance Status number by a 
RRP for one licence for the specific software product. 

20 Display of Transaction Data Analysis 

Figure 5 shows a GUI for querying the analysis database to obtain details about 
transaction data for a particular customer. 

25 Display of Licence Agreement Analysis 

Figure 6 shows a GUI for querying the analysis database to obtain details about 
historical and current licence agreements for a particular customer. 

30 Aflethod for Entering Other Licence Data 

Figure 7 shows a GUI for entering licence details about a parOcular MICROSOFT"™ 
software product licence other than volume licences. 

35 A first pane, STEP 1 OF 3. is provided from which product type can be selected using 
a radio button. The product types are categorised under three headings - Applications, 
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Servers, and Systems. When the NEXT-> button at the bottom of the pane Is actuated 
the next pane updates to show the available product variations for that product type. 
Within this second pane, STEP 2 OF 3. a product variation may be selected from a list 
using a radio button. When the NEXT-> button at the bottom of this second pane is 
actuated the next pane updates to show details about that product variation. Within 
this third pane. FINAL STEP, the following selections can be made: product version, 
licence type, method of licence acquisition, and whether the proof of the licence 
acquisition has been confimned. In addition, data about how many licences have been 
acquired can be entered. 

When the RECORD DATA button at the bottom of the third pane is actuated the 
details entered in the third pane will be recorded In the analysis database, following a 
confimiatlon step in which the user is prompted to correct any inconsistent data entries 
or supply required fields that have been left blank. 

Display of Other Ucence Analysis 

Rgure 8 shows a GUI for querying the analysis database to obtain details about 
licences acquired by means other than volume licence purchases for a particular 
customer. 

Method for Entering Actual Installation Data 



Rgure 9 shows a GUI for entering actual customer Installation data about a particular 
MICROSOFT™ software product. 

This GUI operates in the substantially similar way to the GUI described under the 
method for entering other licence data however, the details provided within the third 
pane include the number of software products actually Installed rather than the types 
of licences owned. 

This data may also be recorcled in the analysis database . 
Display of Reseller Analysis 

Figure 10 shows a GUI for querying the analysis database to obtain details about 
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resellers of the vendor's software products. 
Call Center Workbench 

Tliere Is a need to support people engaged In outbound calling, particularly In the are 
of compliance reviews and auditing. At all stages of this activity, the need for ready 
access to reliable, infbmiative information about the customer's purchasing history is 
key success factor in ternis of revenue generation and customer satisfaction. 

The aim of this method is to integrate scrlpflng functionality and provide links to other 
sections of the invention. 

The method will facilitate the capturing of key organizational data, anecdotal 
infonnation about product use, user counts, and non-volume license purchases. 

In summary, the call center workbench provides prompts to assist a call centre 
operator in interaction with a customer to obtain infonnation about the customer's 
organisation. 

Figures 1 1 to 13 show how the call center workbench operates. 

This method provides questions which a call center operator can use to query 
customers to establish deteils about the customer's oi^anisation. 

The questions include: 

- general organisation details such as name and address 

- primary contact details 

- end user device profile to detemiine the number and types of computing 
devices within the organisation 

- use of standard products such as a typical desktop configuration 

- general product use to indicate the level of use of popular products 

- details about the network infrastructure 

- EXCHANGE™ and OUTLOOK™ mail systems 

- SQL Applications and Intranet details 

- use of terminal server 

- typical windows desktop O/S 
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- licence transcript 

- growth forecast 

- future projects to be undertaken 

- preferred purchasing method including preferred reseller used 
5 - summary notes about impending licenses 

In this example, the method provides for detailed questions about other licences 
acquired to be asked and recorded using the method for entering other licence data 
(shown in Figure 1 1 under Record Other Purchases). 

10 

The method can also provide for detailed questions about actual installation data to be 
asked and recorded using the method for entering actual Installation data. 

In this example, the method provides for questions about associated company names 
15 to be asked and recorded using the method for linking parent-chlld company 
names (shown in Figure 1 1 under Included (Child) Organisations). 

The responses are recorded and integrated into the analysis database. 
20 Parent-Child Company Name Linlcs 

Figures 14 to 17 show screenshots of how company name links can be viewed, 
registered, or removed. 

25 Rgure 14 prevides a menu to three options: view all existing customer links, register a 
new customer link, and register a link removal. 

Method for Displaying Company Name Parent-Child Links 

30 Figure 15 shows how a list of customere and their links may be viewed. 

In the example. Blolab Scientific Limited has three child company names. These are 
indicated as chiW company names by displaying them indented under the parent 
name. In addition a graphical charecteristic. namely, an "L-shaped" branch points from 
35 the ID of parent name to the ID of child company name. It will appreciated that other 
graphical characteristics may be used. 
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In the example, Abbott Laboratories Nz Limited (ABNZ) has two children. One of the 
children - ABBOTT INTERNATIONAL (Al) - has itself a child - Abbott Laboratories 
(AL). This child (AL) of a child is displayed in relation to its parent (Al) In the same way 
that its parent (Al) is displayed in relation to that parent's parent (ABNZ). 

The list also displays whether the linl^ is active or not, who registered the link, and the 
date of registration. 

Method for Linking Parent-Child Company Names 

Figure 16 shows how company names can be linked. 

This example provides the ability to search for a parent company name by part of the 
name within the "Search for a Parent" pane. A search mode may also be selected, for 
example: starts with the part of the name entered or contains the part of the name 
entered. 

The example also provides the ability to search for a proposed child company name by 
the same method within the "Search for a Child" pane. 

When the "Search for Parent" button is actuated the parent list box In the "Choose a 
Parent" pane is populated with company names that match the search characteristics 
specified. 

A parent company name may be selected from the parent list box. 

When the "Search for Child" button is actuated the child list box in the "Choose a 
Child" pane is populated with company names that match the search characteristics 
specified. 

A proposed child company name may be selected from the child list box. When the 
"Review Link" button Is actuated the screen shown in Figure 17 appears and parent 
company name and proposed child company name may be linked. 

Refemng to Figure 1 7, there are a number of different types of links that may be 
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made. The child company name may be a variation of the parent name, a subsidiary 
company of the parent company, or a former company name of the parent company. 

Agreement Modelling 

Numerous medium and lai^e sized customer organizations require help to structure 
new licensing agreements particularly MICROSOIT™ licensing agreements. The aim 
of this method is to build the sophisticated functionality of a modelling tool as part of 
the invention. 

The agreement modelling method can undertalce the following functions: 

a) an ability to capture the customer's "licensing roadmap" - i.e. their intended 
deployment of IVIICROSOFT™ products over the next 3-5 yeare; 

b) the modelling of various relevant agreement opfons, showing total costs, 
annual costs, net-present-value considerations etc - with appropriate graphical 
comparisons; 

c) the incorporation of the current LOP, as calculated by the licence ownership 
position (LOP) worlcbench. Any cunnent non-compliance is factored into the 
various agreement options, and offeet where appropriate. 

d) a facility to capture and incorporate "intangible" costs, such as cost of 
administration, audit etc; 

e) production of summary infonmation and tables to support a recommendation for 
future action. 

25 The agreement modelling method can calculate a customer's licensing options In 
relation to a vendor such as MICROSOFT"™ by: 

• comparing Open Business, Open Volume, Select and Enterprise; 

• factoring in any international agreements options; 

• calculating appropriate levels for tiie individual pools; 
30 • providing annual year by year cost estimates; 

• factoring in NPV calculations; 

• providing the ability to capture and quantify some of the "soft" costs involved in 
administering licensing agreements to get a "real" reflection of the total cost of an 
agreement. ■ 

35 

Figures 18 to 21 show the various ways in which appropriate licensing schemes for a 
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customer may be calculated, displayed and compared. 



Figure 18A shows how an estimated yearly growth of licences required is calculated 
given the estimated yearly growth of the organisation. 

5 

Rgure 18B shows tables summarising possible licensing schemes for the 
organisation. 

The first table shows the best possible options for the organisation. Each option has a 
10 description, a breakdown of costs and a total cost column. 

The second table. Annual Spend Analysis, shows the cost per year of the licence 
options. 

15 Figure 19A shows several comparison graphs. 

The first graph. Annual Spend over 3 Years, displays a cost bar per year for each of 
the years and for each of the options. In this example, 3 years are shown - the purple 
bar represents the cost for the first year, the red bar represents the cost for the second 
20 year, and the yellow bar represents the cost for the third year. 

The second graph, Three Year Spend, displays yearly costs using bars for various 
agreement options.. 

25 The graphs enable easy visual comparisons to be made between the various licensing 
schemes (options). 

Figure 19B shows a table of the outstanding licences that are required to be 
purchased. 

30 

Figure 20A shows a table and graph of the "soft" (e.g.administration, audit etc) costs 
after they have been weighted. 

Figure 20B shows a table which serves as a worksheet for the recording and 
35 calculation of administration, audit, and other "soft" costs. 
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Figure 21 shows an example of the calculation table for one of the agreement options, 
with products, purchase quantities and costs spread over a four year period. 

Licence Ownership Position (LOP) Workbench 

5 

The display of licence ownership and compliance table method and method for 
the graphical display of ownership and compliance provide an LOP which is 
calculated by a series of algorithms, the aim being to offset upgrade licenses against 
available base licenses, apply maintenance transactions against base licenses etc. 
10 These algorithms are automatic and based on a set of rules and assumptions. 

However sophisticated these rules and assumptions may be, there are still instances 
where, as a result of contact with the customer, the rules and assumptions are seen to 
be providing a misleading or erroneous \^ew of the actual license ownership position. 

15 The method for generating the LOP provides the following functions: 

a) display the automatically generated LOP, showing how transactions have been 
offset against each othen 

b) manually apply information acquired through customer interaction, or other 
sources, to modify the standard calculation and create a new LOP; 

20 c) store, retrieve and further refine this modified LOP until it represents the best 
possible analysis of that customer's ownership position; 
d) if a standard or derived LOP is accepted as a definitive ownership position by 
MICROSOFT™ and the customer, establish this LOP in the system as a 
confinmed position. This means that all future LOP calculations will take this 

25 confirmed position as the starting point for subsequent LOP calculations. 

Refem'ng to Figure 22, the LOP workbench extracts licence purchase history from the 
Analysed Data (the analysis database) and calculates a system generated LOP. 
Previously calculated and recorded LOPs may also be used to calculate the system 
30 generated LOP. 

The LOP can undergo a process of refinement which could include any number of ttie 
following steps: 

35 • The LOP may be displayed and modified by the user to provide additional, 
updated, or more reliable data. The Updated LOP can be recorded. 
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• The customer or reseller can be queried to obtain additional, updated, or more 
reliable data. The Refined LOP can be recorded. 

• With the consent of the customer and the vendor, in this example MICROSOFT, 
the method can establish a conflnned and dated LOP. The recorded LOP may be 



In this example the data Is provided from an analysis database created by the data 
flow method. In will be appreciated that the data may be retrieved from another 
source such as directly from the vendor database or from a third party source. 

10 

Review History 

One of the primary alms of the invention is to assist people who interact with 
customers to review license compliance. This may be through call center activity, 
15 targeted on-site review activity, or other means. The various views and reports 

provided by the system give tools and raw material with which to perform this activity. 
As the work proceeds, new infomnation will be uncovered, and the invention also aims 
to provide places for such relevant information to be stored, and, where appropriate. 
Incorporated into future activity. 

20 

The purpose of the Review History section of the system is to allow the results and 
notes from previous engagements to be retrieved and reviewed before a fresh activity 
is undertaken. 

25 For example, in New Zealand, numerous customer compliance reviews have been 
performed. In the course of this activity substantial information has been gathered 
which would be of great help to anyone embaridng on future activity. 

The intent of this method is to house this historical data for easy reference, and to 
30 provide a facility for the capture of new information as it is gathered. 

Report on Customers 

The aim of this section is to provide reporting options, specifically relating to the 
35 customer view. 

This includes Individual customer reports, such as a purchase summary, and also 
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flagged as confinned as at a specified date. 
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reports on all or part of the customer base. 
Customer Administration 

This section is used to manage customer Infomiation which is not specifically derived 
firom the MS Sales data, it is only available to people whose login grants appropriate 
permissions. 

One of the most important customer administration functions is the creation and 
maintenance of parent-child links between customers. Anyone who has worked with 
IVIS Sales data will know that there Is a large amount of duplication in ternis of 
customer names and customer identifiers. For the system to coheiently display 
analysed information pertaining to a customer, the appropriate links to transactions 
entered under a variation of the name must be In place. 

However, wrongly created links are just as bad as missing links, so the establishment 
of links is restricted to appropriately authorised people. Anyone using the system will 
have the ability to propose a parent-child link, but not to activate it. A person with 
appropriate pennlsslons must review the proposed link and decide whether It is to be 
activated or not 

There are a range of other administrative ftinctions in the same category, such as the 
maintenance of seat count information, segment classification etc. 

Reseller Analysis 

The Reseller Profile screen provides a list of resellers from which summary infonnation 
regarding any chosen reseller can be viewed. This summary Infomiation provides a 
graphical analysis of the activity of this reseller against broad criteria, such as 
agreement types and product pools. 

The aim of this Reseller Analysis section is to provide much more detailed and In- 
deptii analysis of resellers. Examples include: 

a) the perfomiance of a specific reseller across a particular product, group of 
products, or combination of products; 

b) identification of the best and/or worst performing resellers against certain 
criteria. The criteria could relate to products, segments, agreement types, or 
some combination of these categories; 
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c) Comparisons can be made between simllariy categorised resellers, as well as 
against the whole reseller population. 

The advantage of this analysis tool is that a vendor such as MICROSOFT™ can 
provide their reseller community with significant enhanced value In being able to get a 
view of their customers licensing history in a fomnat that is easily understood and can 
easily be worthed with. For l_arge Account Resellers (LARs). access to any customers 
for whom they hold Select or Enterprise contracts will be immediately available. This 
will include the ability to view all license purchases for this customer (Including Open). 
For resellers with Open customers, an authority request process with approval being 
gained from the customer prior to the Infbnnation being made available will ensure 
resellers get access to only the infomiation relevant to that customer and for a limited 
period of time. 

Product Reports 

The aim of this section is to provide reporting options, specifically relating to the 
reseller view. 

This includes individual reseller reports, and also reports on all or part of the reseller 
population. 

Reseller Administration 

This section is used to manage reseller Infomiation which is not specifically derived 
from the MS Sales data. It is only available to people whose login grants appropriate 
permissions. 

As with customers, the most Important function, is the creation and maintenance of 
parent-child linl<s between reseller organisations which have been entered under 
different names, merged, or combined in some way. This Is vital to ensure a coherent 
and representative view of the data pertaining to resellers. 

Product List 

The aim of this screen is to provide a searchable list of product Information, as it 
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pertains to MS Sales activity. 

Tliis list Includes infonnation such as product family name, version, release date, 
transaction types, part description, part number etc. The release dates have been 
gathered from a variety of sources and are as accurate as we have been able to make 
5 them. Where accurate information has not been available, we have used a best 
estimate. 

It is also intended that this list give access to an estimated RRP for products in the 
current price list, and to an estimated replacement cost for obsolete products. The idea 
of an estimated replacement cost is to be able to gauge the value of non-compliant 
10 software. 

Product Profile 

The aim of this section is to provide graphical and tabular analysis of how a product, 
15 group of products, or combination of products have been purchased over a given time 
period. Purchases can be categorised according to a variety of criteria, including date 
range, transaction type (e.g. uptalce of maintenance), upgrades versus standard 
purchase etc. 

This section differs from the "Product Analysis" section of the Sales & IVlarketing View 
20 in that it relates to products in their own right - whereas the Sales & Marketing View 
provides product activity from a customer, reseller, segment, and agreement 
perspective. 

Product Reports 

25 

The aim of this section is to provide reporting options, specifically relating to the 
product view. 

This includes individual product reports, and also reports on groups or families of 
30 products. 

Product Licensing Rules 

In working with these tools and using them to analyse compliance and other licensing 
35 situations, it is often necessary to look up tfie literature on how a particular product is 
licensed. This infomiation can be hard to find. Even harder to find is tfie set of rules 
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that related to previous versions of a product - I.e. how It was licensed in the past. And 
yet, this information can have a significant bearing on a customer's current licensing 
position. 

The aim of this section is to provide a repository of the principal licensing rules, 
5 -searchable by product Where possible, previous rules wll\ also be referenced. The 
Intention Is that this repository will evolve over time, and when the rules change, as 
they frequently do, the previous set will not be lost but retained for future reference. 
It is also intended to provide links to the rules from appropriate parts of the invention, 
so that they can be easily accessed while other work is being carried out. 

10 

Customer Segment Analysis 

This section will provide graphical and tabular analysis of how the various customer 
segments (currently Major, Corporate, Upper Mid-Market, Core Mid-Mari<et, and Small 
15 Business) have purchased according to MS Sales transaction records. It will allow 
comparisons showing which customer segments have purchased various products, 
agreement types, and maintenance contracts, over what periods, in what volumes etc. 



Agreement Analysis 

20 

This section will provide graphical and tabular analysis of how the various agreement 
types (Enterprise, Select, Open) have been utilised, according to MS Sales transaction 
records. It will track the utilisation of these agreement types against the various 
customer segments, product families etc. 

25 

Product Analysis 



This section will provide graphical and tabular analysis of how the various products, 
families of products, and combinations of products have been purchased, according to 
30 MS Sales transaction records. Comparisons can be made according to customer 
segment, agreement type, and also within given timeframes. 

One of the primary features is the ability to produce a list of customers who have or 
have not purchased various products or product combinations. These extracts can be 
35 categorized by customer size, segment etc. 
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Simple examples could. include: 

a) list all Corporate customers who have purchased Windows 2000 Server, but 
not Exchange Server; 

b) list all Core Mid-Marlcet customers with a predominance of Windows NT 4.0; 
S c) list ail Select customers who have little or no Software Assurance cover for 

deslctop operating systems; 
d) . list all Major customers who have purchased some SQL Server but no SQL 
CALs; 

10 Reseller Access 

The intent of this module is to facilitate access to various areas of the invention for 
certain nominated and approved resellers. Participating resellers would be restricted 
to viewing information about those customers by whom authority has been 
15 granted. This authority is effectively already in place for Large Account Resellers, but 
would need to be explicitly obtained for Open customers. 

The rationale behind providing this facility is that a better informed and better- 
equipped reseller channel will be more effective in securing licensing revenue in the 
20 first instance, and also of converting existing non-compliance to revenue. 

Customer Access 

The invention has the potential to provide an interface for individual customers, and 
25 * thereby provide them with a coherent and comprehensive view of their volume license 
history, as well as analyzed interpretations and areas for investigation. An interface 
with an on-line audit tool can be incorporated to capture installation information witii 
the customer's permission, and combine with the LOP to provide a picture of the 
customer's compliance status. 

30 

ADVANTAGES OF THE INVENTION 

The invention can be used to provide internal MICROSOFT™ users with analysed 
views of customer, product, and reseller activity based on volume license transactions. 
35 With the capacity to capture other license data together with installation information. 
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customer organisations can be assessed in terms of license ownership and legal 
compliance status. 



The invention provides the following advantages: 

5 

From a customer perspective, the invention provides the ability to: 

• view the customer's licence ownership position based on all license 
transactions and entitlements (including FPP, OEM, etc. where available); 

• be able to capture manual adjustments to the customers licence ownership 
10 position (with full audit tracking) to factor in any changes that may be 

uncovered through interaction with the customer; 

• freeze a customer's agreed licensing position (agreed by both MICROSOFT™ 
and the customer) as at a certain date - this is particularly useful for those 
customers where some compliance activity is undertaken and a position is 

15 finalised. This feature means that subsequent license analysis can commence 

from this established position, and repeated trawling through historical data can 
be avoided.; 

• produce Estimated License Ownership transcripts for forwarding to the 
customer - both electronically and in hard copy; 

20 • view customers from a compliance perspective; 

• view customers from a technology perspective - what MICROSOFT™ 
technology they using, and the extent of that use; 

• record licenses acquired outside of any MICROSOFT™ Volume Licensing 
programs (i.e. FPP, OEM, license transfer, technology guarantees, etc.); 

25 • record installation information as it becomes available from the customer; 

• view what resellers have been active with this customer , the period of activity, 
the products transacted, and the transaction volumes; 

• identify who is the incumbent reseller (where available); 

• create visible, auditable, and reversible parent-child links where multiple 
30 MsSales IDs exist for the same organisation; 

• estimate seat counts for comparative purposes; 

• produce reports such as who has: 

o Upgrade Advantage/Software Assurance expiring; 
o who has volume agreements expiring; 
35 o who are the most appropriate customers to follow up from a compliance 

perspective (quantified In dollars); 
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From a reseller perspective, the invention provides the ability to: 

• create visible, auditable, and reversible parent-child iinlcs between resellers 
(especially useful for viewing and reporting on resellers from both a local office 
and national perspective); 

• categorise resellers based on their activity in certain customer segments; 

• additionally assign Influencers (as opposed to fulfilment resellers) to a 
customer for reporting purposes; 

• view resellers and assess how they are performing as compared to either the 
entire local market or reseller category across a number of comparative factors 
such as: 

o customer segment; 
o agreement type; 
o product pool; 
o number of transactions; 
o number of licenses per agreement type; 
o average number of licenses sold per transaction; 
o individual products (e.g. how is this reseller performing with SQL as 
compared to the market generally or it's peers); 

• view an individual reseller's transaction activity; 

• report on resellers from a customer perspective; 

• provide resellers witii a list of expiring UA/SA within tiieir customer base, on an 
. as required basis; 

• report on top performing resellers using a number of comparative factors such 
as: 

o customer segment; 
o agreement type; 
o product pool; 
o number of transactions; 
o number of licenses per agreement type; 
o average number of licenses sold per transaction; 
o individual products (e.g. how is this reseller perfonming with SQL as 
compared to the market generally or it's peers); 

From a product perspective, the invention provides the ability to: 
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35 

• analyse sales perfbmnanoe by product, and report on high/low performing 
products; 

• perfomn on-line product-customer queries (such as who has NT SERVER™ 
and is not entitled to WINDOWS 2000 SERVER™; who has WINDOWS 

5 SERVER™ but not EXCHANGE SERVER™, etc.) 

• and more 

A further advantage is that all the Information Is available ON-LINE and UP-TO-DATE 
as of the most recent data feed. 

10 

Although this invention has been described by way of example It is to be appreciated 
that improvements and/or modifications may be made thereto without departing from 
the scope or spirit of the present invention. Furthermore, where known equivalents 
exist to specific features, such equivalents are incorporated as If specifically referred to 
15 in this specification. 
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Defective images within this document are accurate representations of the origineil 
documents submitted by the applicant. 

Defects in the images include but are not limited to the items checked: 

□ BLACK BORDERS 

□ IMAGE CUT OFF AT TOP, BOTTOM OR SIDES 

□ FADED TEXT OR DRAWING 



□ skewed/slanted images 

□ color or black and white photographs 

□ gray scale documents 

□ lines or marks on original document 

□ reference(s) or exhibit(s) submitted are poor quality 

□ othI:r: 

IMAGES ARE BEST AVAILABLE COPY. 
As rescanning these documents will not correct the image 
problems checked, please do not report these problems to 
the IFW Image Problem Mailbox. 
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